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R E.P O R T R E S U M E =

ED 013 298 ' ;IT 000 627

AGRICULTURAL SALESMANSHIF, HORTICULTURE -SERVICE OCCUFATIONS,

- MODULE NO. 8.,

OHIO STATE UNIV., COLUMBUS, CENTER FOR VOC. EDUC. '

REFORT NUMBER OSU-AGDEX-904-017-8 FUB DATE AUG 65
EDRS FRICE MF-$0.25 HC-$1.04 26F.

DESCRIPTORS- *TEACHING GUIDES, UNITS OF STUDY (SUBJECT
FIELDS), *AGRICULTURAL EDUCATION, *ORNAMENTAL HORTICULTURE
OCCUPATION, *SALESMANSHIF, HIGH SCHOOLS, BIBLIOGRAFHIES,

ONE OF A SERIES DESIGNED TO HELF TEACHERS FREFARE HIGH A o
SCHOOL STUDENTS FOR EMPLOYMENT IN HORTICULTURE OCCUFATIONS, _ ‘w
THIS MODULE AIMS TO DEVELOF STUDENT ABILITY TO MEET
CUSTOMERS, PRESENT SUFFLIES AND SERVICES TO CUSTOMERS,
OVERCOME RESISTANCE, AND CLOSE A SALE. IT WAS DESIGNED BY A
NATIONAL TASK FORCE ON THE BASIS OF RESEARCH IN STATE
STUDIES. SUGGESTIONS ARE INCLUDED FOR INTRODUCING THE MODULE.
FOR EACH COMPETENCY, SUBJECT MATTER CONTENT;
TEACHING-LEARNING ACTIVITIES, REFERENCES, INSTRUCTIONAL
MATERIALS, AND OCCUPATIONAL EXFERIENCES ARE SUGGESTED. THE

36 HOURS OF OCCUPATIONAL EXFERIENCE. TEACHERS SHOULD HAVE

OCCUFATIONAL GOAL IN HORTICULTURE. SUGGESTIONS ARE INCLUCED
FOR EVALUATING QUTCOMES. THE SOURCES OF SUFFLEMENTAL
MATERIALS ARE LISTED. THIS DOCUMENT 1S AVAILABLE FOR A
LIMITED PERIOD AS PART OF A SET (VT 000 619 - 000 631) FOR
$7.25 FROM THE CENTER FOR VOCATIONAL AND TECHNICAL EDUCATION:

THE OHIO STATE UNIVERSITY, 980 KINNEAR ROQAD, COLUMBUS: OHHD
43212. (JM)




ED0132298

YTO006R7

Ll -

U.S. DEPARTMENT OF HEALTH EDUCATION-& WELFARE
' ENTER FOR VOCATIONAL AND
OFFICE OF EDUCATION TECHNICAL EDUCATION
E OHIO STATE UNIVERSITY
980 KINNEAR ROAD

THIS DOCUMENT HAS BEEN REPRODUCED EXACTLY AS RECEIVED FROM THE
PERSON OR ORGANIZATION ORIGINATING IT. POINTS OF VIEW OR OPINIONS coLuMBUS, OHI0 43212
STATED DO NOT NECESSARILY REPRESENT OFFICIAL OFFICE OF EDUCATION

POSITION OR POLICY.

AGRICULTURAL SALESMANSHIP

Orie of Twelve Modules in the Course Preparing for Entry in
HORTICULTURE - SERVICE OCCUPATIONS

Module No. 8

The Center for Research and Leadership Developm=nt

in Vocational and Technical Education

The Ohio State University
980 Kinnear Road
Columbus, Chio, 43212

The development of these materials was supported by a grant
o {from the
D1v1s:.9n of Aduvlt and Vocational Research
) United States Office of Education

August, 1965

P v-n;«fu,‘:h:‘-l’*.é
N -1

Agdex T

90k
017

L'R D.

.
T ST 7 R N ICT T . o




ME M, % B@g N’D UM

TO: The ERIC Clearinghouse on Vocational and Technical Education ] ‘EiﬁlJ“'
. The Ohio State University | RS
980 Kinnear Road : : , L
Columbus, Ohio 43212 o o o Lo |

| The Center for Vocational. KR

. FROM¢ (Pers on) James W, Hensel (Agency) and Tect ] Ed 3 ) ‘ :

(Address) 980 Kinnear Road., Columbus, Ohio 43212

. . DATE: __August 7, 1967
' BE: (Author, Title, Publisher, Date) Module No, 8, "Agriculturasl § — " :
: The Center for Vocational and Technical Education, August, 1965. L

Supplementary Information on Instructional Material

" Provide information below which is not included in the publication, Mark N/A in -
. . each blank for which information is " not available or not applicable, Mark P T
> .. when information is included in the publication. See reverse s;de for further-

‘Ef instructions. , . : ,

e

(l) Source of Available Copies: ‘
Agency The Center for Vocational 2nd Technical E&ucation

- T Address 980 Kinnear Road, Columbus, Ohio 143912 :
7.7 Limitation on Available Copies Wo Iimit Prlce/ﬁnit 27, 25/set
e SR : T (qpantity prICES)

[

(2) Means Used to Develop Materials o
Development Group National Task Force -
RS -Level of Group National » . e T s
S Method of Design, Testing, and TrialPart oi a funded project of the USOE,
- OE-5-85-009; materials based on research from state studles' see preface
;’1ﬂ?: : material in the course outline, I S

(3) Utilization of Materia1° S K '-5' E x}j 3 'f?}?{ﬁ'j:
Appropriate School Setting - Hich School L BT
Type of Program High school class in hortlculture--service occvnatlons

Geographic Adaptability Nationwide
Uses of Material Instructor courseAplannlng
- Users of Material - Teachers - SR

= (h) Requirements for Using Material: S s
T - Teacher Competency _ Background in horticultwre’ 0 o
éﬁj. 1, - Student Selection Criteria_Designed for the less sble
S goal in horticulture service occupations, S R
oo Time Allotment Estimated time 1isted in module. (P) - E

-

Supplemental Media we

: Necessa X .
- Desirabiz"__-'f'g (Check Which)

.- L [ADPRRE N |

: Describe  Suppested references given 4n module. (P)

Source (agency)
(address)

R L Doy
PR




K SR

SETeR ATy

f ’ ) L : 7 ’ o : ". '
. 5 - ,
| AGRICULTURAL ‘SALESMANSHIP
A - CONTENTS

RN -
- . g - .-

‘Cbgpéteriéi\'.és t0. be '.Dev'elgged : : .

I i To.learn how to-meet the customer
II ‘l‘o leai’n how to ;;resenf supplles and
. ¢ . services to *he cust.omer o S

g P « . .

Sug_gestions for Evaluating Educatlonal Outcomes -
of. the Module :

Souréés of §g5iested Instruct:.onal Ma aterials .and
References A N T , _
S g ’ v : ) . - T c 4 '; .




AGRICULTURAL SALESMANSHIP

Major :Tee._ching Obgective

To develop the sbilities needed to begin selling agricultural supplies |
and services effectively

Suggested Time Allotments

At school

Class instriction 30 hours
Laboratory experience 0 hours

Total at school " 30  hours- -
Ofccupational experience 36 hours
Total for module - . .. 66 hours .

_mestions for Introducing the Module

This module is designed to develop the abilities reeded by employees to

sell all types of sgricultural supplies and services required by farmers, S

ranchers, and homeowners. The following suggestions are offered for
introducing the module.

1.

20'

3.

Explain to the students that every sgricultural employee who ~ =
deals with customers is, in a real sense, a salesman and needs -
the quealities of a good solesmen., Becoming a good salesman can
only be developed through experience. This module is intended
to acquaint students with the fundamenta.ls of" selesmanship.

Have the students identify the firm or firms they -or their parents

like to do business with because of good sales practices.. Avoid

naming particulaer individuals but have the students list the sales’ ‘j',f",,fi.
. practices and human or personelity traits which bring satisfac- = - *: 3
~ tion to the customers when they do business with particular firms.‘;‘ g

It will be netural for the class to recall instances of poor-
sales practices and ‘the teacher should tactfully caution the
students that, while "true to life" examples are desired, it is .

~ better to concentrate on the good sales practices than list the -

poor sales prectices or humen shortcomings which cause dissatis-"
faction when doing business with eny certain firm.

Ask students to observe salesmen in a farm supply and service R

center, garden center, or sgricultural machinery dealership

~ and attempt to identify those chearacteristics which apparently

ere common to successful salesmen. Don't attempt to analyze

_ these characteristics at this point.

~ Have students role-play, the selling of a product in class. From ‘  -‘;'
the role-pleying demonstration, identify with the students the i

R e i e Icn e - [E——
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problems and questions which will be studied.\ LA AR
difficnlties likely to be encou.ntered by en 1nexperienced sa.lesman, S
An slternative procedure would be to have a tape. recording. of & B

person making e sale instead of having the‘ 'students'participa;te

5 | Develdp *with .the students the list of competencies to be studi -

23 ~,=~ N

!l'h‘ competencies“ -

_Eiudeii"‘in this npdule are' L o
1ea.rn how td meef' tlie‘ “‘“cgzstomem T

P e " he ST “‘
IO -:. p # .
e R
L - s a
.. B ot Ay
Pt T et . - .
: . st ; w - s .,w. -

2 Ccwd -
<. iy -

. Belling is the key functich of all business activityf This is as ‘tx qe
‘_wagricultu;'e as in-other ereas. Selling is'the.act of -assisting and
persua.ding individuals or groups to make a buying decis:lon which ie to

Py

2

ua.d:lng, and ‘-.minding the publig'

‘%e'part_g;ggiazj bqgj._;iess concern and of the opportunities.and values, to
gﬂned. fron f}dni_ng 'business w:l'bh this concern. s G :

P ,..u
- 1%
2,3

- The re‘bailer s func.'bion 1s that of selling goods and serv' 3" to th'eﬁ -

ulﬁ imete consumer. This is the finel step in the disgpribution of' agri-
'cultural good,s -*and services._ S

Produciﬁg efficien‘_l;ﬁ salesmen ig the 1
selesmen ree};“e 'bha+ custpmers a.re

'P..o,or serv:lce rend.°red B

Discourt‘ .qus treatment recéived o /5]:’1

Indifferen’c attitude exhibited on 1 he part of ~the

. -4 2%

The sales ma.n‘ iﬁusf knbw the psychology of seiii;zéqif he iste beconfe a \
: succesm,sjul salesman, ; In other words,, he khows. that s customer. buyes e
- primerily becaise of need and desire. These are influence@\,byﬁme;g'son, S

'by emotion, or by -8 comb:.nation pf these.~ A person msy. need gomew' ing, T
i.e., hejfeels e e

, In summary, to be successful, the agricul tival salesman m th_e ‘;f;“-’; o

e

A,

ﬂ
m
§
!D
i

selling process » ‘the merchandise itself, and the firm, as well

stand himself, his relations to the‘ customer andt tf;;ie-‘ ( yst‘b"ei-'; “1 ,;_.,, L

iy ;~ ,!y""v( AL . .

Here is an opportunity for o salesmen %o (a)v deal d:!.re tly with the public o
b) help other people make decisions ’ (c) fape’ something new" evei'yday, . i

(d) know thet his worth is quickly recognizéd 'in terms'of’

e enjoy the prestige of big business. This big bgeinesg 18 made
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over 1,700,000 retail stores where Americans spend TO per cent of the
family income each year. * :

Good selling does not happen incidentally but is the result of sound
treining. , ‘ .

Successful selling produces a satisfied customer vho in turn becones
the best form of advertising. ) o

The good selesmen must realize thet everyone benefits from efficient
selling. High sales volume not only insures the salesmen's position,
but also lowers the price of produets or services to the customer.

Good selling awskens and satisfies human wants, Selling is a challenge
“and every customer is an opportunity for a salesmen to get a positive _
resction from the customer on five basic buying decisions, namely; the
need, the thing, the source, the price, and the time. Selling is
helping the customer to buy.intelligently. o A
The customer will gain the most personsl satisfaction from his purchese
if the salesmen mskes sure that the product will best fit the customer's . .
need. When the salesmsn demonstrates courtesy and a sincere interest to, -
be of service, the result is a permenent customer. oL T

Cogeteﬂcies to be Developed

I. .To leern how to meet the customer

Tescher Pregara‘bion

Su'bj‘ ect Matter Content

| The impression of the sgricultursl business that the customer
carries awey often results from his first contact with the'
selesmen., Appearsnce and actions pley an important part in
forming this impression. - e

A well-groomed selesman attracts customers and i'nspire's' théir | ',“'";:
confidence, Undivided attention on the job is essentisl to
good salesmenship. : ' C :

A good. spproach presupposes & Proper .ettitude towerd the job. -
Tove for one's work is expressed in the enthusiesm with which - =
it is carried out. Enthusiasm is shown through words, ectionsy 7
end expression. If the selesmen is not interested in end - A
enthusiastic ebout the merchendise, how cen the customer be

expected to ‘develop much interest?

Salesmenship is demonstreted through promptness, alertness, R
and interest in the customer's problem. T e
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) and courtesy are practiced at all times; that ‘the, house 418 in-
order, neat and clean; that the mercheandise is convem.ently
located° and that the salesmen is trained in the- fundamentals
of selling to maximize the opportunity of being of service to

customers,‘ - . SRR

A,

~ s

‘Points to be consz‘.d‘red when meeting the customer:

.. The Preapproach Preparation o
L 8 Informatlon needed about the ‘customer N
veoa Persgpal characteristics Y- RS p
oty ) Membalimakeaup | o T R e _:'
"_14)‘Hobmes and: interests R L 8

1' o~ .

SUR, N Sou,rces of this information‘
2) Chamber of Commerce 1nformation Y :
. 3) Comments made by other memnbers of. civic :,»c:,l.ubsf;:: SREEG
i) A personal notebook on cqstomers v S <
5) Past sale records, credit "deparc,nert records
sl i
6) Interview with peop_le in the community -
. _7) local néwspaper - . S :
, ¢, Check of facilitles and surroundlngsa.,w
: ST 1) Gederat appesrance Of the storé ;3.-
. - I.:Lghtmg ‘ .
-3 Equlpment SRR
1) Merchandise arrangement : | \ S
B 5. Personnel Lo o , b s R
) B ; “ ' B e ,;: ‘ LR sy
- d. Knowledge of benefits the cu‘stomer wi],
4 from merchendise sold
P & Design or appearance L ki E TR R i
. L Qual:.ty of the source ‘- trade name s Ve
L COmpositn.on and. constructlon e ’~, ’

Assortment of " s;zes, colcrs,? d styles

aVailable , .;-‘:‘). AE . b .‘“ . ,:(,,. " & {“‘%;“:2:1’;2’{”:‘?
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‘e, Preperation by the" ‘alesman SRR

1) ’\Teatness of appearence

Knowledge of contents of the merchandise in

. StOCk ); o i ' “' \ ;L‘ 1%.‘_ :‘y : :“‘;:, ; \‘N, 1/ T .
- &) Knowledge of the contents o:t‘ "newspaper adver KR
C . tising bemg cir culated ton : Co iR o e

5). Knowledge of nemes, background, and interests N

i

W O

of customex:s
6) Prepération of a few s

- . - s

1ling senterces NS . x?

\.

'7) ‘Knowledge of ‘the competitor® s“,product
8) Prepsration of a record of common custome"’f

P
N

' obj'ections snd development of method
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Importance of the 1mpression crea.ted by the

salesman s appearance and actions

[ PR . N ol - _“u
BN Dt Tt T T ‘, X S
" be Snggestions,.for° T SR ; AR ;s:‘,:;»'“s’f‘“{;:‘"i
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T

o) Promptness - elues for failure in being-“’p
S &) Involved group conversations. of salem
"~ b) Stock duties T

¢) Timidity in approaching customers’ S R e
- i 4) Indifference to the needs of the customers. ..

o 2) Alertness - besed on accurate and caref‘iil‘z"
@observation, 1ook for clues. ons . | N

RS "'f:.« .
3 “\\'aw’w(’“ 3

&) How and when to greet the custome“ R

iwh\

. ) When, to present merchendise .
' * How to. talk about merchandise =
' 3) Interest in customer's problem o s

a) Teke oll the time necessery to.funderst

* . r:’l.AA"' L

"his problem o A S P
b) Probe to determine if problem i is wh

customer first seys that it is™
. ¢) Determine the procedure to be. followed

%
A
X k™ R ‘.n 2 "'\" x‘*‘
0 e o0 % (\‘._ \:&S"‘, ‘\»
K} : X P

.- esrist thecustones with hls problen

The Proper APProzwch Greetmg ‘the Customeri:\:\ o

8 a. Types of salutata.on L
o 1) Conventional SR
'2) Question UL e
E 3) Stating a f.‘act about th ] merchandise S e A ;M
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o o s‘cinc'b, ar‘ylculate, ordmary ’
e:gpression‘ B
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_Explain whot motivates custormers to buy. Difs perent phiysieel 'f‘f”f i
and psychological factors, cperating elone or together, _ “

motivete o customer to buy. s product’ = Among them aré:comf S

RN

pleasure, appetite, possession, fesr, devotlon, cur:.osit;,
ornamen‘bation, imltation, construct:.on, and loyalty. 5

Developn.ng the proper gt itudes necessary for suceess. in .- iy
’ meeting ‘g customer is. 1mportan‘b if the studen'h is ’fco develop 2
TN effectlve sales ebilities. Among 'bhem R ' =
LR 1. Developing professional feellng 'bowgrq. :
’ 2. Constant courtesy .
3. Enthusiasm for selling P U B A e S " e
i k. Interest in eusiioiriei‘*'s pro‘,ﬂl.e'm‘?"? h ““f
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Suggested Teaching-Learning Actiyities

1.

2.

3.

9.

Arrenge for the class to observe a successful agri-
cultursl salesman in action meeting a customer.

Develop with the students a list of personal appearance
attributes of a good salesmen in a farm supply or
service center, garden center, or agrlcultural mtchlnery

‘dealership. €e2 page 301, Fundamentals of Selll_g )

Develop.with the students a list of the attltudes o
and actions of a good agrlcultural salesman. R e

‘Develop with the students a ligt of character:.stn.cs

of an agrlcultural center or machlnery dealershn.p _
that attract customers. ,

“Engage in role-playlng, hav:.ng students act ou.t roles

of salesmen and customers and demonstrate how to meet
customers. Review each demonstration mth the class

as to what was done correctly or 1ncorrect1y

Using . role-playlng, demonstrate “how " a salesman should
greet a customer on a telephone. " : »

Invite the maneger of a successful agrlcultural
business to discuss with the class the attitudes

and actions exhibited by salesmen Wthh ‘have been
observed to be most effective in meeting potent:.al
customers as well as those attitvdes and a.ct:.ons

which are detrimental to success when meeting customers.

Develop with the students a list of the types of
customers they are likely to meet (decided customers,
undecided customers, casual lookers) and bring out
tips as to what would be the best way to meet each
type. (See Fundamentals of Selling, pages 32&-338 )

Prepare a list of greetings to use with customers.

Suggested Instructional Materials and References

- Instructional Materials

1. Demonstration. telenhones-local telephone compames
will often supply these for 1nstruction-ﬂ pu.rposes.

2, "The Approach,” 10 minute £ilm

P
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;gé, e
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References

T*%1, Fundamentals of Selling, Chapters 13 and 1k.

2. Store Salesmanship, Chapter 2.

¥Phe symbol T (teacher) or S (student) denotes those
references designed especially for the teacher or
for the student.

Suggested Occupational Experiences

l. Observe the salesmen in the training center and list
the appeerance, attitudes, and action attributes they
have that make them an asset or liebility to the
business, If you have students in varying types of
agricultural training .centers, elaborate on common
characteristics of successful sales employees in
agricultural businesses,

2. Heve the stud.nts analyze themselves regularly to
see if they are developing desirable appeersnce and
attitudes. Use the instruments available from each
state's division of vocational guidance and testing.

3. See that the students have opportunities to serve
customers at the training center. In the classroom,
discuss difficulties the students have encountered
in serving customers and discuss methods for
correcting them in the future.

L, Have the student answer the telephone at the place
of business.

IT. To learn how to present supplies and services to the customer

Teacher Pregaration

Subject Matter Content

Successful selling requires a careful presentation by the seller,
A salesman must recognize the importance of each of the psycho-
logical steps in a sale. He must gain the attention, develop
interest, kindle desire, and induce action on the part of the
customer,

Abtracting attention is one thing; developing interest is
quite another thing., Attention 1is more or less involuntary.




Almost anything can attract attention; interest is the result
of voluntary reaction on the part of the customer. Interest
comes only when attention is prolonged voluntarily and is
accomplished by concentrsation.

Next, one must combine the merits of the article with the needs

or wants of the customer to kindie desire. Then, by demonstra-
ting a complete understanding of the interest, needs, desires,

and motivating factors that cause a customer to buy, the salesman
will be able to make a successful sale. Sales are made by showing
the farmer how to increase yields, maeke more profit, or reduce

the labor required, ete. The teacher and the class can readily
expanG this list. '

Draw attention of customers to a supply or service. It can be
achieved in many ways. '

Reading an sdvertisement about a beef concentrate S
Seeing a new herbicide on a TV commercial i
Talking to a neighbor about his new 5-plow tractor

Mailing a circular on early fertilizer purchase discount

Meeting a new petroleum delivery truck on the road

Hearing from a friend about the good service on baler repairs

Reading in the newspaper about a new bulb shipment received

at the garden center

Viewing an attractive display of seed at the supply center

Developing interest in a product can be initiated by the customer,
the salesman, or serviceman.

Customers can move from the attention, interest, and desire
steps very rzpidly at times with little or nc encoursgement.
Example - the customer sees a new field sprayer just the size
and kind for which he has a preference--the desire is developed.
Of'ten, ‘however, the customer's interest in a product needs to
be kindled. This can be done by:

Talking to him about the new features on this planter
Inviting hinm tc a field dey where the effectiveness of
newly developed herbicides will be shown

Showing him the results of this product in test trials
Demonstreting how simple it is to mount this new corn picker
» Pointing out to the customer the number of people in the
community who are already using this feed, lawn seed, or
grease

kst e o . .
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Desire for a product may be obtained by relating it ’co a need
of the customer.

L Explain how this feed will increaese net income by improving
an animal's rate of gain.

Show hinm, with proof from variety trials, how the new oat
variety will stand, thereby reducing o1l those combining

. problens.
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Show hin that the chemical weed spray will reduce
cultivation, allowing time to get the hay harvested,
go fishing, etc.

Sell the merits of the tractor seat, not its cost.
Provide appointments for the customer to try the
product on a triel basis.

To be able to present items effectively, you will need to:
Know the features of the item
Be able to answer all questions about the item

Demonstrate its use, operation, value, advantages,
and disadvantages

Suggested Teaching-Learning Activities

1. Have the students meke a displsy of agricultural
items in the classroom, or possibly meke en attrac-
tive display of a product on a bulletin board.

2. Have students describe an attractive display to
vhich they have recently been exposed. Try to list
those features that made the displays attractive.

3. Visit on agricultural supply center, garden center,
or machinery dealcrship ~nd observe how they use
displays, banners, etc., to attract attention.

L, Have the students give a presentation or demonstra-
tion that could be used to obtain interest in an
ggricultural business.

5. Through role-playing, have students show how they
would relate a supply or service to a customer's
needs. (Desire) This could also be effectively
accomplished through demonstrations.

Suggested Instructional Materials aond References

Instructional Materials

Gather needed supplies, wall charts, supply information
sheets, empty product cartons, product bulletins, and
samples so that the students can do the above activities
effectively.

3
e

| il

-
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References

T 1. Fundamentals of Selling, Chapter 16.

2. Store Salesmanship, Chapter 3,

Suggested Occupsational Experiences

Have students observe how effective salesmen show, explain,
end demonstrate supplies or services.

Students should gain experience at the training centers by

showing, explaining, end demonstrating supplies or services
to customers.

To learn how to overcome resistance

Teacher Pregarat ion

Subject Matter Content

It is natural for people to have sales resistance. Most of
them did not come by the money in their possessicn easily.
It is perfectly natural for people to want to get 211 that
they can for the money spent.

Fach sale has two sides. The customer must sacrifice some-
thing in order to get something else. Since one cannot

have everything, each sale means a choice between one product
and another product or one product and another form of pleasure.

The customer must decide which of the choices will give the
most satisfaction or pleasure.

It is the salesman's job to convince the customer that his
product or service will provide this pleasure, satisfaction,

or need. If this cannot honestly be done, perhaps he shou.d

not meke the sele at all. Anything else is high pressure

selling that is unethical and cannot be classified as sales- .
manship. It will invariably lead to ill will and dissatisfaction.

There are several reasons why customers nre resistant to
purchasing.  Thé first objection is rarely the actual objechion.
Identify the real reason for -such. resistance and try to explain
awgy the objection. To ‘do this you are going to need to be well
informed on the.supply or service. Types of obgectlons are:
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Need - Objections to need are overcome Ly stressing
the usefulness and benefits of the product.

Quality - Objections to quality are overcome by:
a. Showing a better quality

b. Pointing out a specific feature

Source -~ Objections to the source are met by:

a. Providing names =and experiences of satisfied
customers

b. Providing information about the company or by
reference to national advertising

e. Courteously straightening out misunderstandings

d. Asking for a fair trial of this new firm or by
offering something another firm does not carry

e, Others correcting the shortcomings of the sales-~
man if he is at fault

Price - Objections to price are overcome by:
a. Revealing hidden values - building up values
b. Emphasizing the quality or usefulness

¢, Providing an article that ig not as expensive
and doesn't have as many selliing points

d. Knowing competitor's products so that any
question on different values can be explained

Time - Objections to time are overcome by:

a. Making a future sppointment

b, Inviting the customer to look at additional
merchandise

¢, Continuing to show a positive interest in the
customer whether the zalesman is busy or not

d. Trying to handle objections promptly -s “che'f/‘
arise
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e, Not trying to close a sale until 2ll bonafide-
objeetions have heen sgtisfied. Make feélers
during the sales presentation to preclude objec-
tions to a reasongble closing of the sale because
of the time,

Thing - Objections to the thing are overcome by:
a., Showing more suitable goods

b. Admitting the validity of objection but shDW1ng
another feature to offset the objection

¢, Admitting that the objection is reasonable but
showing that it does not really apply

d, Changing the objection into a selling point’in
favor of the article

e, Avoiding

Generalizations wvhich mean nothing
Contradiction of a customer's statement

Display of a neg azlve or dlscouraglng attitude

Again, do not pressure customers to purchase; they are not
likely to return if pressured.

Suggested Teaching-Learning Activities

1.

Ask students to recall experiences of refusal to
purchase an item a salesman was attempting to sell.
List these on the btoard, then assign probable reasons
for the refusal to buy (need - thing - quality -
source - price - time). Have them suggest methods
the salesman might haove used to try and eliminate
this resistance, S

" Have students list objections they would have to

purchasing some of the supplies or services they are
trying to sell in their occupational experience
training centers. Work out methods of correcting
these deficiencies or objections,

Heve students visit neighborhood stores to flnd out
what are the most common objections or items of sales
resistance encountered.

Have students role-play the sale of g familiar prodnét,
emphasizing the overcoming of resistance exhibited by
the student playing the part of the customer.
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Suarested References

T 1. TFuadwsentals of Selling, Chapter 17.

2. Store Salesmenship, Chepter b,

Su;;gesﬁeci Occupotionel DExperiances

The student should have experience in attempting to overcome
the sales resistence of customers et the training center.
Suggest thalt ke report in class how he handled it. Discuss
. 4f he used the correct opproach. Have his supervisor in the
training center critique his performance.

To learn how to c_los_e 'bhre sale

Teacher ‘Pregnxafion

Subject Matter Content

To learn vhen to close a sale

To learn methods of closing a sale

To :learn why selesmen fail

‘To- learn to stimulate buying

TPo successfully complete the transaction

Obviously, closing the sale is the moast importent of =ll the
steps in the buying process., Dhverything that has been done so
fer comes to naught, if the customer leaves without making a
purchose:. Closing starts at the beginning of the sales presen-
tation snd "trial™ closes are appropriite as it proceeds.

Customers resent being hurried into meking a purchase., The
salesman must toke an active port in inducing a favorable
action on the part of the customer, but his attitude must be
one of helping the customer in malking a wise decision,

Sales ore lost because the salesmen feils to tailor the sales
presentation to the individual needs snd requirements of the
customer, |

A salesmen 1s perforrding a useful service by offering sugges-
tions to customers who are not awere of their needs or to
customers who rely upon displeys to remind them of vhet they
came to purchase.

. Anybody cen sell a customer sonething he wants., It takes a
salesmon to sell the customer necded items of which he was

unavexre «
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Closing the sale will be more or less automatic if “the need’
for the article has been definitely established. One of a .
salesman's functions is to help the customer decn.de by meking

15

"trial” closures.

Don't trip on the last’step.

Indications that the customer is meking up his mind oceutr When
the customer asks the salesmen to repeat the advantsges .of
each item and when he wants unwanted goods removed.
when the salesman should repeat the advantages of the item in
which the greabest interest was shown by the potential customer.

The decision to buy occurs after the follow:.ng conditn.ons have
been met:

1,

The asbove decision is reached by t-aking steps dur:.ng 'bhe pre-
senbation to meke buying "action" easy.
lesding the customer to make a number of small favora'ble
decisions himself, making these decisions progressively more

forceful, seeking egreement more frequently as the presentation
progresses, and narrowing the selection.. This is done by con-
centrating upon items in which the customer is interested, by .
removing merchendise in which the customer is not interested, by -
repeatmg demonstrations in more detail,
opinion of others.

Failure to close the sale may be dve to:

1,
2,

30

The customer has exhiibited attentn.on, 1n'terest > a.nd

desire in the product,

A relationship between need and the merchandn.se has

been established.

All important objections have been overcone.

The price is low in eomparison with value.

The product meets the customer's approval.

The customer has the power to make the purché;é‘e’. -

Assuming that the customer is not going to buy

Hurrying the .customer

':4' ",

The time ’to close the sale is
just after the customer has decided to buy.

"This is

Such steps :anlude

Alweys ask for the order.
method in beginning the. closing phase, i.e., 2 or 3 dozen.

and by soliciting the
Use the "cho:.c_:e

Failing to help the customer decide

Pt s e -,
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. ‘ 'l*_.‘ ) ‘S'bwnbling over. .Sales- obstacles N

5. Stressmng the wrong selling poin"bs

6, Trying to force action

N

7. “Being discourteous when the customer does not Uy -

When, cngaged in suggestion selling, the salesman must:. f:f-.fi: e

- ,u.‘ ’
3

l.‘ _ Make defmite suggest:.ons to the potential custome:c

4

2., Give an acceptable gust:.fication for 'bhe suggest:o.on
o mad.e .

- 4

3, Demonstra:be the merchandise thoroughly and unhurriedJy.
5k, Not overwhelm the customer yith more facts, decisions,
’*etc., than he can face comfortably Y

[P

Sales .are. o;f‘ten increased by . d:.splaying related merchandise,
handling larger guentities s ccvoaring with higher. priced. .-
merchandise, introdiueing new m.cchandise, developing "special"
sales, demonstratirsg new uses for merchandise,. a.nd spec:.alizing
in merchandise for special ocensions. T T

When recording the sale, the salesm.an, :Ln preparing the sales
.check, should: : Co .

1. ,‘.Hrgi‘be,legj.b]y._ L :
, 2 Be accurate with items, amoun‘bs, and prlce. g

3. List the complete name. and address if needed for flles
< or far. dellvery. Lo \ S T

h. Wrine down any spec:.a.l direc‘bn.ons needed to help the
customer. S o _ , Coun S

.

N -
- . s "

Uhen oper.zting & cash register, make change accuratel.r. Never
put. a bill away until the customer is satisfied that he has
recelved the correct change. Use the right compertment for -
paper money and, change. Also, learn to count out change )
Proparaiy. e S REEES
Just because the register bangs shut does not mean that the
sale is completed, A proper, courteous f’a... ewe 211, often means
repeat visits by the customer,

Livern
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Give the customer a friendly farewell whether or not he mal:es
a purchase and invite him back scon. : oL

Suggested Teaching-learning Activities ~ - -
1. Demonstra,te. by i'oie-playa;ng, the oslng gf 8 sg_‘l__ e
- including: , R e
a. Packaging or wrapping N “‘ .
b. - Makﬁ.ng ou’c sales ‘slips ﬁea:l;,ly aﬁd técc&até‘]&'
4 d. Making change ('1sing' real monej is mostqeff;cu:r{ L
. - e Closing remarks ' , g

B3

Considereble time should be allowed to do this wntil i il
all students are able to do it correctly every time, . 7 RS vvf";%
Shortchanged customers do -not: return;, undercha;‘cging S :

i
5T

3

S

Sie
3

i
7
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* customers: costs salesmen their jobs. == .. F D
2. Make tape recordings of all sales conversa:blons of.ﬂ,“ £

T A

students; play the recording back to point ‘out -

' errors in technique and grammer which need.to: b ’;’g“
. . . .corrected. S S My
Suggested Instructional Ma:ber:.als and Referenceé o
S - Instructional Materials :
C - 1. Standard cash register
f - 2. Tape recorder S ‘
S . . 3. Books of sales slips : o
o L. Money SR o
Reference " ', . .‘
T 1, Fundsmentels of Selling, Chepter 18.. . |

2, Store Salesmanship, Chg.ptefé 5, 6, and 7.
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3. Robinson, Blackler, and Logan. Store Salesmanship, Fifth Edition,
Englewood Cliffs, New Jersey: Prentice Hall, Inc., 1959.

4, Rowse and Nolan. Fundamentals of Advertising, Sixth Edition,
Cincinnati, Ohio: Southwestern Publishing Company, 1957.

5. Wingate and Nolan. Fundamentals of Selling, Seventh Edition,
Cincirnati, Ohio: Southwestern Publishing Company, 1959.

6. Wingate and Weiner. Relail Merchandising, Fifth Edition,
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THE CENTER FOR RESEARCH AND LEADERSHIP DEVELOPMENT
IN VOCATIONAL AND TECHNICAL EDUCATION
THE OHIO STATE UNIVERSITY
980 XINNEAR ROAD
COLUMBUS, OHXIO, 43212

INSTRUCTOR NOTE: As soon as you have completed teaching each module, please record
your reaction on this form and return to the above address.

l. Ins.ructecr's Name

2. Name of school State

3. Course outline used: Agriculture Supply--Sales and Service Occupations
Ornamental Horticulture--Service Occupations
Agricultural Machinery--Service Occupations

4, Name of module evaluated in this report

S$. fTo what group (age and/or class description) was this material presented?

6. How many students:
a) Were enrolled in class (total)
b) Participated in studying this module
c¢) Participated in a related occupational work
experience program-while you taught this module

R E— ————
S —————

7. Actual time spent

teaching module: Recommended time if you were
to teach the module agains
hours Classroom Instruction hours
hours Laboratory Experience hours
hours Occupational Experience (Average ‘
time for each student participating) hours
hours Total time hours

(RESPOND TO THE FOLLOWING STATEMENTS WITH A CHECK (‘\A ALONG THE LINE TO
INDICATE YOUR BEST ESTIMATE.)

VERY NOT
APPROPRIATE APPROPRIATE
. 8. The suggested time allotmentu
: given with this module ware: L . . . . _ 3
: 9. The suggestions for introducing
this module were: L . . . . . |

AR SR Al EE i Y

10. The suggested competencies to be
developed weres L .

11. For your particular class situation,
the level of subject matter content was: | .

i2. fThe Suggested Teaching~Learning
Activities were: L .

13.  The Suqqeatéd Instructional Materials
and References were: i .

14. The Suggested Occupational Experiences
were; | .
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15.

16.

17.

is.

19.

. 20.

21.

22.

23.

Was the subject matter content sufficiently detailed to enable you to develop
the desired degree of competency in the student? Yes No
Comments:

Was the subject matter content directly related tc the type of occupational
experience the student received? Yes No
Comments:

List any subject matter items which should be added or deleted:

List any additional instructional materials and references which you used or
think appropriate:

List any additional Teaching-Learning Activities which you feel were
particularly successful:

*

List any additional Occupational Work Experiences you used or feel
appropriate:

What do you se¢e as the major strength of this module?

What do you see as the major weakness of this module?

Other comments concerning this module:

(Date) (Instructor's Signature)

(School Address)
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